1992 Index of Articles 


1992 INDEX OF ARTICLES’ FEATURES 


Because MANA wishes to meet the needs of agents and manufacturers by providing them with as much resource material as pos- 
sible, it is our intent here to make available to you, previous issues of Agency Sales, or copies of individual articles listed at minimal 
costs. Back issues of Agency Sales (call MANA for availability) are $5.00 each. Copies of individual articles and/or the corre- 
sponding Research Bulletin (if printed in that form) are $1.50 each to MANA members and $3.50 each to non-members and Agency 
Sales subscribers. California residents/business locations; please add 7.75% sales tax to your order. All orders must be accompanied 
by a check payable to MANA in U.S. dollars drawn on a U.S. bank or International Money Order for U.S. dollars. Ten dollar charge 
on all checks returned from the bank. For more information contact MANA, (714) 859-4040. 


~ JANUARY 


Features 
Erikson-Howard Hits 100 — Bob Mathews plans carefully 
for the next hundred, page 4 


The Family Behind The Agency, page 9 
Six Ways To Replace A Lost Line, page 17 
How To Work With A Real Estate Agent, page 21 


Rock Solid — How to build —and present a convincing 
argument, page 25 


Investing Our Gift Of Time, Leon A. Danco, Ph.D., page 28 
Doing Business Overseas, Richard Powell, page 30 
Training Agency Salespeople #8 — Closing: Techniques 
That Get The Orders, page 38 
License Plates Tell Agents’ Stories, page 52 
New Year —A Time For Reflection, Planning . . . And 
Action, page 63 

RepLetter 
The Agent’s Role In Appointing Distributors 
Sales Forecasting Suffers From Company Politics 
Services Marketing — A Growing Area 
Agent Helps Manufacturer Design Package — Save Money 
Coop Advertising Moves Retail Products 
There Is More Than One Peak In The Product Life Cycle 
Forecasting Based On The Recent Recession 


Regional Sales Managers — Defining Their Role With 
Agents 


FEBRUARY 


Features 
A Lone Star Thank You— MANA member Momentum 
Metals throws a party for a principal, page 5 


The 1992 MANA Travel Survey, page 12 

Travel Tips, page 17 

Airline VIP Clubs, Jim Traggis, page 23 

Leasing Cars/Buying Cars, page 24 

Your Next Car May Not Be A Car, page 29 

Business Travel Declined In First Half Of 1991, page 34 


Which Hotel? Try One Of The New Breed Of Airport 
Hotels, page 37 


The Secrets Of An Agent’s Briefcase, page 39 


The Two Levels Of Sales— Agents and manufacturers 
alike must remember that they need to continually sell 
their customers — and each other, page 40 


Don’t Overlook The Architect, Peter G. Schroeder, page 55 


Yes, You Can Keep Control After Transferring Your 
Business and The Best Way To Deduct Business Expenses, 
Irving L. Blackman, CPA, page 57 

The ‘‘Onions’’ Syndrome, Leon A. Danco, Ph.D., page 58 
Build Some Barriers Against Financial Stress, Bryan E. 
Milling, page 60 

How To Cut Your Unemployment Insurance Costs, 
page 65 


RepLetter 
Helping Your Agents Cope With Diminishing Markets 


Agents Selling To The Retail Trade Need Good Display 
Backup 


Promoting Your Agents 


Distributor Reveals How Your Agents Can Ace His Sales 
Meeting 


New Management Reinvents The Wheel 

Copy Testing And The Manufacturers’ Agent 

Mailing Lists Have A Short Shelf Life 

Manufacturer Sends His Support People To The Field 
When An Agent Has A Competitive Line 


> 
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MARCH 


Features 
Raven Industries —A Diversified Manufacturer With A 
Total Commitment to Agents, page 5 


Ron Linhart —Solo Agent With An Enviable Lifestyle, 
page 11 

MANA Survey Report: The Single-Person Agency, page 21 
Solo Agents Like Their Independent Life, page 27 


Synergy: The Agent’s—And Manufacturers’ — Ace In 
The Hole, page 31 


Agents Tell What They Are Willing To Do When A Spe- 
cial Effort Is Needed, page 35 

Dal Macon Sees Real Opportunity In Wal-Mart Situation, 
page 41 

A Word To The Nepotee, Leon A. Danco, Ph.D, page 58 
You’ve Got Some Case! page 60 


Invaluable-And Legal-Deductions For Home Offices, 
Mark E. Battersby, page 62 


Use Company Cash To Build Your Home and Your Di- 
vorce/Your Business — Strange Bedfellows, Irving L. 
Blackman, CPA, page 64 


RepLetter 
The Real Problem In So-Called Minor Line Treatment 
Manufacturer Cross-Sells For Its Agents 
Don’t Ignore Small Customers And Small Orders 
Manufacturer Charged Agents For Sales Literature 
Manufacturer Takes Agents On Visits To His Suppliers 
Manufacturer Refuses Recommendation For Agent 


Manufacturer Provides Price and Availability Updates 
On Computer Disks 


Training Follow-Up Questionnaire Helps Manufacturer 
Continue To Improve Its Program 
Agent Tells Why He Never Responds To Blind Ads 


Co-Op Advertising Program Works for Manufacturer 
and Its Agencies 


APRIL 


Features 
Morrison Molded Fiber Glass Company Turned To Agents 
For All The Right Reasons, page 4 
The 1992 Daskal/Spector Accountancy Survey Of Man- 
ufacturers’ Sales Agencies, Melvin H. Daskal, C.P.A., 
M.B.A., page 10 


Trust: The Key To Success For Manufacturers And Their 
Agents, James J. Gibbons, page 22 


MANA Member Identifies Compelling Reason For Wal- 
Mart Action, page 27 


Don’t Let Your Business Be A Recession Victim — Seven 
Ways To Do More Business This Year, John R. Graham, 
page 31 

Checklist Helps Agents Evaluate Product Training, page 33 
Manufacturers: Here’s How To Determine The Kind Of 
Product Training Your Agents Need, page 38 

Product Training Takes A Back Seat . . . Unfortunately, 
page 43 

Introducing New Products Without Formal Training, 
page 51 

Ten Things To Consider Before Making a Product Video, 
Tim Barger, President TVT Inc., page 53 

Strategies For Agency Growth, Bert Holtje, page 62 


RepLetter 
Effective Product Sales Guides Help Agents Sell 


Market Shifts Mean New Approaches To Selling 
Use The Information You Get From The Field 


Now Is The Time To Go After Lost Business And Dor- 
mant Accounts 


Agents Respond More Quickly To The Spoken Word 
Manufacturer Has Had The Same Agents For Sixteen 
Years 

Back Your Agents When There Are Problems With Dis- 
tributors 

Corporate Image PR Versus Product Publicity 

Minimum Orders May Keey You From Getting Some 
Business 

A Table Of Organization Helps Agents Work Closely With 
Their Principals 


Manufacturer Backs Up Data And Keeps Agents Informed 
In The Bargain 


MAY 


Features 
How To Increase Productivity, Leon A. Danco, Ph.D., 
page 6 
Shirley Salter’s System For Keeping An Agency At Peak 
Performance, page 8 
An Office On The Move, page 15 
The AGENT & Representative: An Ongoing Feature — 
Getting The Most From Your ‘‘Girl Friday,”’ page 18 
What’s New In Office Communication? Today’s Agency 
office really depends on the fax machine, page 19 


Survey Shows Poor Phone Habits Hurt A Company’s 
Image, page 27 
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How To Make The Most Of A Voice Mail System, page 28 
How To Give A Good Talk, page 32 

What Do You Read To Help You Grow In Your Job?, 
page 40 

Literacy: A Workplace Issue, page 42 


Training Agency Salespeople #9 — Follow-Up Before And 
After The Sale, page 54 


How To Keep Your Top Agency Salespeople From Be- 
coming Your Top Competitors, page 59 


RepLetter 
Post-Sale Follow-Up Should Be A Team Effort 


Winners And Losers: A Perspective For Manufacturers 
Who Sell Through Agents 


Manufacturer Seeks Agents With Slight Product Overlap 


Agents Complain About Lack Of Access To Key People 
At The Firms They Represent 


Every Territory Has Different Needs 

Who Is In Charge When You’re Not 

Manufacturer Judges Agencies On Many Levels 
Regional Trade Shows Benefit From Careful Planning 
Competitive Data Loses Its Value Quickly 


JUNE 


Features 
Explosion In Shangri-La, Part I— Wallace Wimple re- 
turns to face a sea of litigation, Leon L. Wolf, page 4 
Business Ethics — Why do colleges now find it necessary 
to teach ethics? James J. Gibbons, page 21 
Agents Tell How They Acquired Their Lines, page 25 


The AGENT & Representative: An Ongoing Feature — 
The Manufacturers’ Agent, page 30 


Fighting Palace Revolts, Leon A. Danco, Ph.D., page 32 


Advertising For Agents? There’s Room For Improvement, 
Bill Krause, page 37 


Inventory And The Stocking Agent, Sam Dennis, page 41 


Country Club Expenses: How Much Is Deductible?, Irving 
L. Blackman, CPA, page 42 


Understanding Persons With Disabilities, page 47 


Manufacturers: Here’s How To Locate The Best Agents 
For Your Line, page 50 


RepLetter 
Worst-Case Scenario Helps Manufacturer And Agents Lo- 
cate Problems 


Should You Take On Unprofitable Business? 
Holding Hands In The Territory 
Manufacturer Shares His Secret Of Selecting Great Agents 


Is It Necessary To ‘‘Motivate’’ Agents? 


Tell Your Agents When The Information You Give Them 
Is For Their Eyes Only 


Put Your Offer To An Agent In Writing First 

Ask Prospective Agents For References 

A ‘‘Benefits’’ Package For Your Agents 
Manufacturer Introduces His Agents To Each Other 


JULY 


Features 
Line Cards/Line Art, page 4 


Why Use Agents?, page 13 
The AGENT & Representative: An Ongoing Fea- 
ture — The Early Hustler Gets The Order, page 15 


10 Tips For Sales Goal Setting And Achievement, Stephan 
Schiffman, CMC with Michelle Reisner, page 16 


Transitions ‘Easier’? In Tough Times, Leon A. Danco, 
Ph.D., page 22 


Agent Told To Waive Safety Rights When Visiting Cus- 
tomer Plant, page 25 


Explosion in Shangri-La, Part I1— How well-meaning 


people get in trouble when legal issues are not clarified, 
Leon L. Wolf, page 26 


Selling Against A Price Cutter, page 38 

All Ears — How developing better listening habits can 
make a difference in the way you communicate, page 42 
Travel Tips, Jim Traggis, page 51 

Training Agency Salespeople #10—How To Develop 
Your Own Custom Training, page 54 

Profiles Of Pioneers — MANA member Ernie Green tells 
how he started his agency, page 58 

Better Profit From Selling Time, Ernest W. Fair, page 61 


How To Lower Your Estate Tax Cost To 7.28 Percent... 
Or Less, Irving L. Blackman, CPA, page 66 


RepLetter 
Switching From Direct Sales To Agent Sales 


Stay In Touch 

Pre-Show Promotion Lauded By Agent 

Is Directory Advertising Effective? 

Agent Claims Principal Makes Price Concessions Too 
Easily 

New Agents Should Be Trained Quickly 

Head Honcho Makes The Rounds 

Every Agent’s Style Is Different 


Manufacturer’s Direct Mail Program Includes Promotion 
From Other Manufacturers 


— 
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Manufacturer Claims It’s Imperative To Check Agents’ 
References 


Agent Tells Why He Turned Down A Good Line 
Just What Is A Competitive Line? 


AUGUST 


Features 
Marv Druskoff Sells Electronics To The Government By 
Going Where The Business Is, page 4 


Agents Report On The Kind Of Marketing Information 
They Find Most Helpful From Their Principals, page 13 


The Best Way To Sell Your Principals’ Products Is To 
Sell Yourself, Richard Amelar, page 18 


Your Own Newsletter Can Sell For You! Denton Harris, 
page 23 

Newsletters By Desktop: Avoid These Design Blunders, 
Rochelle Parry, page 29 


Direct Marketing Works But Only If You Make It Work, 
Alan Test, M.B.A., page 35 


Build A Telemarketing Blue Print For Success! Richard 
L. Bencin, page 38 

Advertising: Image Or Sales Leads? Manufacturers, your 
plan should include your sales plan, page 55 

The Flexibility Fallacy, Leon A. Danco, Ph.D., page 58 


The Game Has Changed And So Have The Rules: How To 
Prosper In The New Economy, John R. Graham, page 63 
The AGENT & Representative: An Ongoing Feature — 


They’ve Got To Be Sold and Number Of Businesses Now 
At All-Time Peak, page 65 


RepLetter 
Clear Goals Are Critical When Asking Agents To Perform 
Special Tasks 


Which Agency Is Going To Be The Best? 

Manufacturer Asks Prospective Agents To Rate Him 
Agent Refuses To Use Manufacturer’s Product Literature 
Manufacturer Holds Rehearsals For His Sales Meetings 
Manufacturer Ruins Agent’s Presentation 

Agent Feedback Helps Improve Training 

Agent’s Letterhead Is Turn-Off For Prospective Principal 


Manufacturer Picks Up Agent’s Phone Costs To Launch 
New Line 


Manufacturer Sends News Of His Agents To Local Papers 
Incentives Revisited 


_ SEPTEMBER 


Features 
MANA Survey Report . . . The MANA Computer Survey, 
page 6 
Agents Try Different Things With Their Computers, page 
10 
Laptops And Portables: Tools For Traveling, page 13 
Just What Is A Database, Anyway? page 15 
The Marketing Revolution — Again! James J. Gibbons, 
page 20 
Setting Long- And Short-Term Agency Objectives, page 
23 


Activity Reports, Roland Oliver, page 26 
The Trouble With Thinking ‘‘Small,’’ Leon A. Danco, 
Ph.D., page 28 


Agency Management: Which Style Of Leadership Is Best 
For You?, page 30 


Power From The Podium, Stephen D. Boyd, page 38 


Profiles Of Pioneers: MANA Member Tom George Tells 
How He Started His Agency, page 40 


License To Sell, page 46 

Two Views Of Sales Incentives . . . Both Make Good Points, 
page 55 

The AGENT & Representative: An Ongoing Feature — 
Synthetic Intelligences Needed In Future, page 56 

Small Business Legislative Council On-Line, page 59 


Small Agents & Manufacturers Find Equipment Leasing 
Profitable, Steve Fix, page 64 


RepLetter 
Expanding Agent Contract Within Your Firm 


Manufacturer Cancels Sales Meeting For The Wrong 
Reason 


Customers Help Manufacturer Find Agents 
Manufacturer Awards Enhanced Commission To ‘Most 
Improved’ Agent 

Sales Manager Expects His Agents To Pay For All His 
Expenses When He Visits Territories 

Strengthening Economy — The Good News And The Bad 
Choose An Accessible Meeting Site 

Company Controller Talks To Agents 

Manufacturer Makes Good Use Of E-Mail 

Potential — A Key Element In Selecting Agencies 

Agents Asked To Rate Themselves 

Agent Resigns From Rep Council, Cites Lack Of Goals 
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OCTOBER 


Features 
Get Out There And Start Failing! Ed Levine, page 5 
Up In The Air! It’s A Bird! It’s A Plane! It’s A Flying 
Agent!, page 8 
The Dynamic Duo: Tips For Agents And Manufacturers 
Who Hit The Road Together, page 12 
The AGENT & Representative: An Ongoing Feature, 
page 14 
Making Your Short Meetings More Productive — Rule 1: 
Don’t call a meeting unless you have a specific purpose, 
page 15 
The Best Way To Deal With Business Letters, page 17 


Follow-Up Or Foul-Up: Service After The Sale, Nancy 
Friedman, page 21 


How To Keep Customers Happy When A Star Salesper- 
son Leaves, page 23 
Our 10 Business Commandments, Ken Benjamin, page 25 


Background And Reference Checks — Know what to ask — 
and Relax, George D. Webster, page 26 

One Point Of Light, Dave Griggs, page 30 

What’s A Family Business Worth? Leon A. Danco, Ph.D., 
page 36 

Buying The Right Christmas Gift, page 43 

Inside Information That Everyone Knew — Agent blows 


the lid . . . takes customer by surprise, G. Thomas Jensen, 
page 61 


RepLetter 
Need For Rep Councils Stronger Than Ever 
Another Good Reason For Making Territory Visits 
Manufacturer Creates Visual Aids That Get Attention For 
His Agents 
Does Anyone Really Want A T-Shirt With Your Com- 
pany’s Product On It? 


Sales Manager Boosts Local Trade Shows By Including 
Some Expenses In Her Annual Budget 


Split Territory Splits Agent And Manufacturer After 
Years Of Working Together 


Do You Know What Your Agents Think Of You? 
Big Or Small Agency? 

Agency Helps Manufacturer Find Other Agents 
Customer Relations People Must Be Agent-Oriented 


Split Commissions Not A Problem If You Establish The 
Rules Up Front 


NOVEMBER 


Features 
When Your Hobby Is Your Business, You’ve Got The 
World By The Tail, page 4 
Other Than Sales, What Does It Take To Impress A Man- 
ufacturer? page 10 
Use An Agent’s Independence To Your Advantage, Harold 
J. Novick, page 13 


How Close To Top Management Are Your Agents Per- 
mitted To Get? page 16 


Building A Professional Image, page 19 

When A Principal Withholds Some Business . . . A Crea- 
tive Approach Is Usually Better Than Being Bull Headed, 
page 20 

The AGENT & Representative: An Ongoing Feature — 
The Agent In Modern Marketing, page 22 


An Open Letter To Manufacturers Who Market through 
Independent Representatives, NEMRA Executive Vice 
President Henry P. Bergson, page 25 


Year-End Tax Savings 92, Mark E. Battersby, page 28 
1992 MANA Membership Directory Supplement, page 45 


International Accord — MANA helps through active par- 
ticipation in the IUCAB, page 62 


Views On Voice Mail —Some Love It . . . Some Hate It, 
page 64 


RepLetter 
Sales Manager Doesn’t Understand Agency Selling — 
Alienates Entire Team 


Agent Tells Of Principal Who Encourages Continuity In 
His Agencies 


Internal Dispute Fosters Agency Unrest 
What Is A Manufacturers’ Agent? 
Commission Rate Is Defined By Many Things 


Sales Manager Gives ‘‘Course’’ On Agency Selling To 
His Management 


Who Should Be On Your Rep Council? 

T.Q.M. Is A Major Opportunity 

Your Best New Product May Be An Old Product 
New Agent Gets Special Help From Principal 


Selective Service —No, We’re Not Talking About The 
Draft! 


How Friendly Should You Be With Your Agents? 
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JANUARY 1993 AGENCY SALES MAGAZINE 55 


ee 
 b— 

ee 
a | 
HR 


1992 Index of Articles 


DECEMBER 


Features 
The AGENT & Representative: An Ongoing Feature — 
Your MANA, page 9 
Agents And Manufacturers Discuss The Elements Of 
Their Contracts That Are Most Important To Them, page 
10 
Attorney Randall Gillary Identifies Situation Where Tra- 
ditional Agreement May Not Be The Best Answer, page 19 
Retainers . .. When To Use Them, When Not, page 25 
Agents And Manufacturers Tell How They Cooperate To 
Promote Their Products, page 27 


How To Make Your Principals’ Promotion Work In The 
Territory, page 31 


Remmele Representative Advisory Board Does Things The 
Right Way, page 36 


Technical Sales Literature: How Much Technology? How 
Much Sell?, page 38 


Using Technical a As A Sales Tool, page 43 


U.S. To Count Millions Of Business Firms In The 1992 
Economic Census, page 50 


Small Business Survival Advice: Cash Flow Is King, page 
68 


RepLetter 
Manufacturer Asks His Agents To Evaluate His Company 
Manufacturer Sees His Agents’ Other Lines As ‘‘Competi- 
tive’’ 
Meeting Follow-Up Letter Had It All Wrong 


Manufacturer Attempts To Tell Agents How Much Time 
They Should Spend On His Line 


Agent Gauges Prospective Principals By Level Of Man- 
agement Involvement 


Split Commission Split Agents 
Product Literature Mailings Help Build Business 
Manufacturer ‘‘Grows’’ Speakers For Its Sales Meetings 


What’s Happened To all Those Leads Advertising Use 
To Develop? 


Unannounced Visits — From Another Perspective 


SUBSCRIBE TO 


THE MARKETING MAGAZINE FOR 


MANUFACTURERS AGENCIES 
AND THEIR PRINCIPALS 


Yes, | would like to try Agency Sales * Al Please enter my subscription and send me the FREE Research 
Bulletin, Survey of Sales Commissions. | understand that | may cancel my subscription after the first three issues 
and receive a refund of the unused portion of my paid subscription. Either way, | may keep the Research Bulletin. 


Company 


Phone ( ) 


Name Title 
Address 


City State/Prov. 
SUBSCRIBE FOR TWO YEARS AND SAVE $10! 


0 One year subscription $37.50 (U.S.A. only) 1 One year subscription $50.00 (Canada & Foreign subscribers surface mail) 
C0 Two year subscription $65.00 (U.S.A. only) 0 Two year subscription $90.00 (Canada & Foreign subscribers surface mail) 
California residents/business locations: please add 7.75% sales tax to your order. Payment must be in U.S. dollars drawn on a 
U.S. bank or an International Money Order for U.S. dollars. Ten dollar charge on all returned checks. 

Check # in the amount of $ enclosed. 

Check one. Our firm isa O Manufacturers Agent O Manufacturer O Other 


Zip + 4/Postal Code 


please describe 


Mail to: MANA, P.O. Box 3467, Laguna Hills, CA 92654-3467 (714) 859-4040 e Fax (714) 855-2973 e Hours 8:30-4:00 
SUB-701-HW 


Manufacturers’ Agents National Association Publication 
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